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Future Payment Trends

Welcome!
A Letter from John Mansfield

You spoke and we listened.  Many of our customers asked us to share industry updates and more  
       insight into different trends and best practices in the payments industry.  We value your feedback  

and are always striving to do our best.  Included within the monthly newsletter you will find 
a focus on a different industry topic each month which will dive into related articles, 

tips and tricks, a focus on future trends and what it all means for you.  

It’s my pleasure to announce the first monthly edition of  Verifone’s 
Retail and Hospitality newsletter, Slice! What’s in a name? As the 

payment industry experts, we strive to keep you up-to-date  
on the industry’s hottest topics; as a result, we’re 

taking a Slice out of the payments ecosystem.  
This month’s slice, digging into mobility.  

Shall we…

Upcoming Events

http://www2.verifone.com/VSNewsletterSignUp
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The retail experience is transforming, 
and customers are now in control of 
the relationship.  They are connected, 
socially network, better informed and 
unique.  Customers want their store 
experience to revolve around their 
individual needs; few retailers would 
dispute that. 

Yet, brick-and-mortar businesses 
are losing in sales each year for one 
simple reason:  their store checkouts 
aren’t optimized for the ‘me-centric’ 
demands of the modern shopper.  

Too many sales are sacrificed because 
the item isn’t available in-store, the line 
is too long, they were never greeted 
by a store associate or the customer’s 

total value isn’t recognized.   All things 
that can be solved with a single piece 
of technology.  

The most straightforward, cost effec-
tive way to convert more sales in-store 
is to take transactions to the customer 
through mobile Point of Sale (mPOS).

Over the next few years we’re going 
to see a mind shift among retailers, 
in which mPOS moves from a ‘nice to 
have’ to a ‘must have’.  In fact, by 2020, 
Boston Retail Partners predicts that 
84% of tier 1 and 2 retailers will use 
mobile POS.  Let’s take a look at some 
of the popular use cases and success-
es to date: 

making the case for 
mobile
Liz Smith, VS Sales Enablement Manager, Verifone

RETAIL BENEFITS

Reduce checkout times

Increase customer throughput

Create a memorable shopping 
experience

Grow store sales

Improve customer service









RESTAURANT BENEFITS

Order and Pay-at-the-Table

Line bust and capture drive 
away business from the drive 
thru

Increase revenue by expanding 
with catering, curbside or 
delivery

Increase table turns and speed 
of service

Curbside Pick-up

Home delivery payments











LODGING BENEFITS

Check guests in anywhere on 
property (or off)

Take payments whenever, 
however and where ever your 
guests want to pay

Create a secure room key on 
demand

Pool-side Payments









GROCERY BENEFITS

Cater to on-the-go shoppers 
with order online and deliver 
and pay curbside

Never lose customers to long 
lines.  Line bust with in-aisle 
payments to expedite peak 
shopping hours.





Here are the top 5 things to keep in mind when selecting a solution: 

1. What is your problem that you need to solve: A successful
mPOS strategy should meet your needs now and in the future.
Gauge your software needs now and invest in a solution that is fit
for purpose with the longevity of durable hardware that is capable
of meeting the demands of constant use over a prolonged period
of time.

2. Connectivity: Think about your store infrastructure requirements
and needs.

3. Put security first: Look for mPOS solutions that are EMV
certified to ensure end-to-end data encryption.  Selecting a semi-
integrated solution where sensitive data is completely removed
from the POS is also a great approach.

4. Look for flexible options: Select a solution that is compatible

with multiple operating systems, smartphones and tablets to 
ensure investment assurance when next-generation devices are 
released.   

5. Investment choices: Some merchants invest heavily in seasonal
devices which sit on a warehouse shelf for 9 of 12 months a year.
Reconsider a mobile strategy where you are taking payments to
customers year round providing optimal service, not waiting for a
increase in seasonal sales.

With a rising need and investment in mPOS, customer growth will 
rely on retailers choosing the right technology for their infrastructure 
and operational needs, and then successfully integrating it into the 
store experience.  If you would like to learn more about integrating 
mobility into your store systems, please download the mobility solutions 
brochure.

making the case.

http://www2.verifone.com/l/129991/2017-01-04/27hwf3/129991/66480/Verifone_Mobility_Solutions_Brochure.pdf
http://www2.verifone.com/l/129991/2017-01-04/27hwf3/129991/66480/Verifone_Mobility_Solutions_Brochure.pdf
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industry 
neWs

Gap Sees Growth from Mobile 
Point-of-Sale Integration
Mobile Commerce Daily

Over the years, mobile devices proliferated 
the market with new innovative technology 
applications becoming available to retailers to 
create a solid and seamless buying experience 
for their customers. Gap introduced mobile 
point-of-sale solutions at 20% of its stores in 
2016 in an effort to engage more customers 
and increase sales. mPOS solutions are 
extremely powerful and breaks the boundaries 
of traditional POS systems. On a single 
handheld device, an associate can perform 
stock checks, review current inventory levels, 
open loyalty accounts and credit cards, 
checkout customers without being affixed to a 
counter, and many more. READ MORE

For Retailers, Building Curb(side) 
Appeal
PYMNTS.com

61% of consumers will pay more if they can 
purchase online and take advantage of same-
day delivery and pick-up. There is no doubt 
that the user experience plays a significant 
role throughout the entire buying journey, 
whether shopping in-store or buying online. 
So, what happens when both worlds collide? 
Retailers have seen consumer behavior 
shift from traditional commerce to mobile 
everything – mobile wallets, push offerings 
on mobile devices, and mobile commerce. 
So naturally retailers are entertaining new 
technologies to streamline their customer’s 
buying journey, incorporating Omni-channel 
strategies into their short- and long-term 
plans. READ MORE

VERIFONE IN THE NEWS: Touchdown at 
the Super Bowl
ParkHub & SP + GAMEDAY 
TACKLE the Super Bowl Again
Yahoo Finance

The Super Bowl may have been over a month 
ago but the scores are in! See how mobility 
solutions played a part in the biggest sporting 
event of the year with over 70,000 stadium 
attendees. ParkHub’s proprietary cashier 
platform integrated with Verifone’s e315 
mPOS solution to tackle payment acceptance 
at the parking lots – availing 6 different 
payment methods to the football fans. Mobility 
solutions has allowed parking attendants 
to minimize congestion, maximize event 
revenues, expedite travel times and improve 
guest experience. READ MORE

upcoming

events
Oracle Industry Connect
March 20-22, 2017 • Orlando, FL

ETA Transact
May 10-12, 2017 • Las Vegas, NV
Verifone Booth #510

National Restaurant Association (NRA)
May 20-23, 2017 • Chicago, IL
Verifone Booth #6849

Verifone’s Retail Payments Conference (VRPC)
September 13-15, 2017 • St. Pete Beach, FL
Join us Wednesday, September 13th through 
Friday, September 15th 2017 at the Don CeSar 
Beach Resort in beautiful St. Pete Beach, Florida 
to discuss the latest payment industry trends, hear 
from merchants like you on best practices as well 
as other keynotes led by the top industry experts.

High Level Overview:

Wednesday, September 13th: User Groups (Point, 
FIPay, RTS, VHQ), Welcome Reception
Thursday, September 14th: General Sessions, 
Breakout sessions, Sponsor Reception, Dinner
Friday, September 15th: Breakout sessions, 
General Sessions.

Want to submit a VRPC topics or participate as a speakers? Contact Liz.Smith@verifone.com

LEAD 2017 by Toshiba
May 2-5, 2017 • Orlando, FL

Aptos Engage 2017
May 1-4, 2017 • Hollywood, FL
Verifone Booth #510

Take advantage of early bird pricing.
Save your spot today at VRPC!

http://www.mobilecommercedaily.com/gap-sees-growth-from-mobile-point-of-sale-integration
http://www.pymnts.com/data-drivers/2017/curbside-retail-delivery-mobile/
http://finance.yahoo.com/news/parkhub-sp-gameday-tackle-super-185300655.html
www.vrpc2017.com
www.vrpc2017.com
mailto:liz.smith@veriofne.com?subject=Slice | VRPC Topics and Speakers
https://www.oracle.com/oracleindustryconnect/index.html
http://www.electran.org/events/etatransact17/
https://show.restaurant.org/Attend/Registration
http://www.cvent.com/events/lead-2017/event-summary-99dc59e396114314a11fa300e72d8511.aspx
http://aptos-engage.com/
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hospitality spotlight
Pay-at-the-table

GM at Eigen Development Ltd.
Q&A with Rob Coulthard

So many restaurants are seeking solutions 
that provide them with greater security and 
streamlined operations. Many merchants 
initially go down the path of EMV readiness, 
but quickly find that improved guest 
experience far outweighs any other benefit 
that they were seeking.  I recently had the 
opportunity to sit down with Rob Coulthard at 
Eigen Development to dive into Pay-at-the-
Table (PATT).  

Q: Rob, let’s talk about some of the Pay-
at-the-Table deployments that you’ve 
done recently.  
Rob: One of our Canadian-based chains that 
has been a long time customer was expanding 
into the U.S. market.  As a Canadian 
restaurant, they were very familiar with Pay-
at-the-Table, but knew that they needed to 
accept EMV and wanted to have a better 
guest experience.  They were also looking for 
a P2PE encrypted device in order to reduce 
risk and make PCI DSS compliance easier.

Q: You mentioned guest experience in 
Canada, a market that now demands Pay-
at-the-table.  What can restaurants in the 
U.S. expect? 
R: Let’s start with an integrated environment 
meaning that the payment terminal talks 
directly with the Point of Sale (POS).  It’s more 
efficient from server perspective.  Thinking to 
the traditional payment process, the billfold 
is presented, they take the check to the 
customer, return to the POS, etc. etc.  This 
is about a 12-step payment process versus 
an integrated environment, which takes 
it down to a 6-step process.  If a medium 
sized restaurant processes 5,000 credit card 
transactions in a month, at a conservative 
30 seconds savings per transaction, that 
equates to over 40 hours of efficiencies.  The 
Canadian customer referenced above says 
“If my servers can be more efficient, they 
create a better guest experience, increasing 
table turns and in effect increasing tips, we all 
win.  This streamlining of the process creates 
superior overall guest experience and time 
savings.”

Q: So those are the obvious benefits 
from server and customer experience, but 
what types of benefits can management 
expect? 
R: Management efficiency is improved 
through end of day (EOD) improvements.  
Purchase amounts and tips are automatically 
applied to the POS and in turn, management 
and staff spend less time balancing and 
significantly reducing cash out errors.  We 
recently engaged in an efficiency study based 
on EOD process improvements alone and the 
ROI was less than a 12 month payback (not 
including any of the other PATT benefits).

Q: The age old question of connectivity 
(Wi-Fi vs Bluetooth vs 3G), what are best 
practices in your experience.  
R: We find that the customers are not 
concerned about the technology, they just 
want it to work.  It often depends on the size 
and layout of the restaurant, their location, 
building materials and existing networking 
technology.

We have found that the 3G cellular long 
range is the often the best overall option, 
but that doesn’t mean that it works in all 
cases.  Benefits of 3G include: no need to 
build a Wi-Fi or Bluetooth infrastructure; 
easy deployment of devices; benefit from the 
security and reliability of the existing cellular 
infrastructure.  There is a cost of the sim card 
and the data plan, but there is also a cost to 
install and manage secure and reliable Wi-Fi 
network.

Wi-Fi is also a good option.  Particularly in 
restaurants with poor cell reception, or those 
that already have a high quality managed 
Wi-Fi network with proper security controls.  
The cost of a managed Wi-Fi network can be 
expensive, but when implemented properly, 
Wi-Fi can benefit from improved network 
speed and signal strength.

Bluetooth technology, we have found, is best 
in smaller restaurants due to range limitations.  
In this environment, a Bluetooth network is 

easy to deploy.  We have seen good success 
with Bluetooth implementations that use one 
to three devices per location.

The key here is to have the different 
networking options available.  This is where 
the Verifone Vx690, with its 3G/Wi-Fi/
Bluetooth tri-comm technology, is very 
effective.

Q: Best practices.  What do you 
recommend to customers from a device 
to server ratio for restaurant, bar and patio 
environments?
R: We typically recommend 1 device per 
POS workstation.  For example, if you have 6 
workstations, that would be 6 terminals.  If you 
have a busy bar environment, we recommend 
2-3 devices at the bar.  Customers often
ask, why would they need devices at a bar?
When devices are integrated with the POS,
bartenders can send the amount to the
payment device, hand the payment terminal
to the customer and then move to the next
customer.  This saves back-and-forth time
between the customer and the POS and
again, creates that improved guest experience.
For patio or curbside, we often recommend
1-2 terminals depending on the size and
volume.

Q:  In closing, what do you want to leave 
the reader with?
R: While security and accepting EMV is 
always at the forefront, Pay-at-the-Table really 
is about improving the guest experience.  Here 
in Canada, early adopters saw it as a guest 
experience tool, then it became the norm and 
now customers demand Pay-at-the-Table.  The 
narrative in the U.S. that “it’s awkward” or “it’s 
different” is really not valid.  Pay-at-the-Table 
can improve efficiency, decrease the time to 
complete the payment transaction and offers 
a positive guest contact opportunity at the 
end of the meal.  In short, Pay-at-the-Table 
technology can improve the guest experience 
– what restaurant doesn’t want that?



tips and tricks
bluetooth vs. Wi-Fi vs. 3G         
Merchants and restaurants of all sizes can  benefit from using wireless terminals. 
Efficiency and customer satisfaction increase, pay and  print anywhere functionality 
eliminates credit card security concerns, and overall more effective business processes 
lead to healthier,  more robust businesses.

While business operations improve through numerous benefits, there are 
still some important choices to make when getting started.  One of
those choices is what kind of network infrastructure you want 
to support -  Bluetooth, Wi-Fi or 3G and whether or not to 
integrate to the POS. 

click here to compare 
bluetooth vs. Wi-fi vs. 3g.  

Pro-tip:  Functionality – 
Restaurateurs should look 
for functional parity.  All 
solutions should support 
EMV, NFC, PIN entry, and 
tip entry.  A big benefit to 
restaurateurs is that the 
final amount is what is 
used in the request to the 
host.  This eliminates the 
potential of having a tip 
adjustment that can lead to 
a chargeback where the tip 
is larger than the allowed 
amount.  

Fraud Prevention: Mobile 
devices allow for customers to 
retain possession of their cards 
as well as enable EMV.  These 
solutions help to eliminate 
skimming and the utilization of 
counterfeited cards.  

Enable Global Markets: Eliminates 
cabling costs for merchants in remote 
locations.

Speed: Increases throughput by speeding 
up transaction times.  In restaurants, Pay-
at-the-Table eliminates round trips by 
employees to the POS by providing a single 
table stop payment solution.  This eliminates 
‘linger time’ between dropping of a check 
and signing the penultimate receipt.  

Increase Revenue: Allows merchants and 
restaurants to do business anywhere, tables turn 
faster, expand the omni-channel experience and 
increase probability that customers leave with 
what they came to buy, even if it is not in stock. 

Customer Convenience: Allows customers the 
option to pay with any payment method in any 
environment and leave as soon as they have
      completed their transaction.

Integration with the Point of Sale (POS):
• Automated communication of order amount to

the payment terminal – no manual handling of
entering amount in terminal thereby eliminating
mis-key mistakes.

• Fast feedback whether transaction is accepted
or not and automatically processed in your
administration

• Integrated reporting and tip tracking.
• Studies show a ROI of 12 months or less with

integrated solutions
• Chip and PIN support and NFC support

Printed Receipt: Give your servers 
and associates the ability to pay and 
print anywhere?

Flexible Footprint: Eliminates 
‘wasted’ counter space for 
merchants with limited storefront.

Liz Smith, VS Sales Enablement Manager, Verifone
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http://www2.verifone.com/l/129991/2017-03-07/2bdb6j/129991/75725/Bluetooth_vs._Wi_Fi__vs._3G_Infographic___275x185.jpg
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product spotlight: e355   

Verifone has a long history of leading the 
payments industry in wireless solutions - from 
pioneering wireless products for over a decade, 
to partnering with mobile giants like Apple, HP 
and Samsung.  For the last five years, Verifone 
has lead wireless technology by including end-
to-end encryption, EMV and NCF technology 
in standard products, even before the market 
demanded mobility.  

Verifone’s flexible mobile solutions deliver strong 
investment protection amidst constant changes 
in payment technology, helping merchants to 
solve challenges including integration with smart 
devices, support for wireless technology and 
longer battery life.

Over 89,000 e355 
terminals deplOyed
arOund the wOrld.

Multiple Configurations
Multiple configurations allow for a variety of use 
cases as your business scales and changes.  
• Configurations include standalone or cradle,

customer-facing tablet, integrated with custom
frames

• Includes 3-unit gang charger for simultaneously
charging tablets and e355 module

• Accommodates a variety of eight-inch tablets,
including HP and iPads

Investment Protection
The e355 is a flexible solution that adapts to 
multiple generations of smart devices, stretching 
your investment dollars.  
• Compatible with smart devices running iOS,

Android and Windows operating systems

Seamless Integration with Smart Devices
When paired with optional frames, the e355 
seamlessly integrates with smart devices to act 
as one solution with maximum utility in customer-
facing environments.
• Common charging
• Docked communication
• One-hand use

Durability
Engineered for rigorous retail environments, the 
e355 is durability tested to weather rigorous 
environments.

Long Battery Life
Increased battery size to keep your business 
running smoothly longer and support growing 
adoption of power intensive contactless 
transactions.  

Mary Lynne Campbell, Sales Enablement, Verifone
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Since the highly public retail data breaches were announced 
in the winter of 2014, retailers have made limited investments 
in improving their in-store payment, check-out or omni-channel 
payment experiences.  Instead, we saw retailers focus their 
payment systems investment first on data security projects and 
then on implementing EMV.  While not everyone has completed 
their EMV implementation yet, many retailers have started to 
look at what payment trends, innovations and technology they 
should consider investing in or adding to their store systems 
payment technology roadmap. 

As we talk to retailers about payment trends, most clients ask us 
the following questions:

• What payment innovations will provide them with the
greatest benefits?

• What payment initiatives have other retailers implemented?
What benefits have they achieved?

• What initiatives are other retailers looking at and why?
• What technology should they look at to implement payment

innovations and why?
• Can Verifone educate us on these payment trends and

technologies?
• Can Verifone help us develop a payments roadmap and

implement a payments infrastructure to make it easier and
less expensive to implement future payment initiatives and
technologies?

Over the next few months this column will take a look at payment 
trends and innovation post EMV and attempt to answer the 
questions that clients ask us.

As we look at all the payment trends, technology and hype, 
we have grouped them all into 15 different payment trends we 
see over the next several years.  We have then divided those 
15 trends into three groups based on their maturity, proven 
technology and benefits and the expected time it will take to gain 
market adoption.

Current Payment Trends
Current payment trends are payment trends that have proven 
benefits, have moved beyond pilots and a sizeable number of 
retailers have implemented or are in the process of rolling them 
out.

1. Security, including encryption, tokenization and EMV.
2. Retailers wanting to get out of the payments business and

focus on their core business.
3. Semi-integrated payment architecture to isolate payments

from their POS Solution.

4. Mobile POS to bring check-out to consumers in and out of
the store.

5. Basic contactless mobile payments.

Near Term Payment Trends
Near term payment trends are payment trends that in the pilot 
or experimentation stage, have demonstrated some success 
but have not yet crossed the chasm to widespread adoption 
although we expect to them do to begin widespread adoption in 
the next one to three.

1. Mobile Wallets with enhanced functionality like loyalty, 
ordering and offers.

2. Omni-channel payment solutions to enable a complete 
Omni-channel consumer experience.

3. Outside of North America Merchants will start to 
acquire their own payment systems.

4. Growth in the acceptance of global payments such as 
Interac debit, AliPay and China UnionPay.

5. Frictionless Payments which make payments disappear 
as part of the commerce experience similar to the Uber 
experience. 

Longer Term Payment Trends
Longer term payment trends are payment trends that are being 
discussed and have the potential to improve or disrupt current 
payments but have not yet moved into pilots (beyond maybe one 
or two) and are likely to be adopted occur more than 3 years 
from now.

1. Beacons as a key technology component in the payment
process (versus as a location service).

2. Payments being driven by or as part of the Internet of
Things.

3. Enhanced authentication technologies to provide enhanced
security in the payments process.

4. Digitization of payments and removal of reliance on actual
physical card numbers.

5. Faster payments as being developed and discussed by the
Fed and NACHA.

If you see any additional trends we should include, if you 
disagree with the categories we placed trends into or if you have 
any insights to share about these trends, please email me at 
Jeff_W7@Verifone.com.

Next month we will start to dive deeper into each of these trends 
staring with the current payment trends.  

future 
payment 
trends
Jeff Wakefield,  VP Sales Enablement & Business Development, Verifone

mailto:jeff_w7@verifone.com?subject=Slice | Future Payment Trends
mailto:jeff_w7@verifone.com?subject=Slice | Future Payment Trends



